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Let's face the facts 


Let's admit that it isn't what we think 
that counts, but 
on the firing line thinks. 


of these hand-out pieces 
what the man 
Let's agree that the most 
expensive sales literature 
is of no value unless’ the 
prospect READS the message 
it imparts. 


It was with these 
thoughts in mind that the 
Institute's folders were 
field-tested. Those tests 
proved that the service 
station operator liked the 
idea, felt it met a real 
need, was eager to distri- 
bute the folders. They 
demonstrated that the mo- 
torist, with nothing else 
to do while his car was 
being gassed, was attrac- 
ted by the headline and 
actually read the three- 
minute message. What's 
more, folders stood the 
acid test of all advertis-— 
ing matter -—- they created 
actual business, real or- 
ders for lube jobs. 


Isn't that the kind 
of dealer help you want to 
supply to your retailers? 
Isn't it ‘wise at least to 


in the matter of 
your Institute's folder campeign. for 


Photograph of Folder No. 3 
— clear, concise, convincing. 
Folders are attractively print- 
ed in two colors -—- with your 
if desired. 


name imprinted, 


give the plan a trial by 
one of your territories? 
good idea to tie 
ment if, in so doing, 
your own product? 


ordering a supply 
Isn't it a 
in with a national move- 
you boost the sale of 


The August folder is 
a good one to start with. 
The illustration shows a 
service man greasing a car, 
with this headline stopper; 
"Believe it or Not -- He's 
an Insurance Man." The text 
is a convincing, three-min- 
ute message on the advan- 
tages of arranging for chas- 
sis lubrication at 1000- 
mile intervals. 


+ 


These folders,designed 
for distribution to the mo- 
torist when he drives in 
for gasoline, are available 
at $4.25 a thousand (slight 
added cost for imprinting). 
You may order a supply with 
the assurance that they 
will help your dealers to 
get more cars into the lu- 
brication department - the 
"sales arena" which pro- 
vides the time, place and 
opportunity to sell all the 


services and items thet he 


handles. It's cooperation 
that any dealer will ap- 
preciate! 
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The Institute Spokesman 


DEVELOPMENTS OF INTEREST TO 


THE 1958 MODELS 


Last year, the first of the new car models was’ shown to the public in 
September. This year, at least one 1938 car announcement is expected before 
the end of July, followed by others in August and September. The New York 
Automobile Show is being moved ahead two weeks, to start on October 27. The 
Canadian National Show in Toronto has also been advanced, as have most of the 
shows in the United States. 


HUPMOBILE PLANNING PRODUCTION 


With legal and financial troubles cleared away, the Hupp Motor Corpora- 
tion is planning six- and eight-—cylinder models to be announced about August 
1. No 1937 models were made by this company. 


1937 WILLYS GENERATOR 


The generator of the 1957 Willys model 37 has two places to lubricate. 
The rear point is a flip-flop oiler, easily seen. The forward point, however, 
is down on the generator bearing boss, quite hidden and out of the way;and if 
covered with a film of grease or dirt, it may escape ettention. It is covered 
with a sheet metal cover which swings on a pivot. To oil, push the cover to 
one side. 


TWO-SPEED AXLE FOR LINCOLN ZEPHYR 


A two-speed axle is available for use on the Lincoln-Zephyr 1935-36 cars, 
as special equipment at additional cost. This axle can be installed on 1937 
production cars when specified, and arrangements have been made to install the 
unit by the axle manufacturer and his authorized service branches. 


NEW OLDSMOBILE 8 AUTOMATIC TRANSMISSION 


The refill capacity is three quarts and the transmission case is drained 
by removing drain plug at bottom forward end of transmission case. If, how- 
ever, transmission pan is removed for cleaning, the refill capacity is 33 
quarts. Reason: the drain plug is not located at extreme bottom of oil pan, 
allowing a small quantity of lubricant to remain within case. 


To check oil level, roll back front floor mat, exposing plate on metal 
floorboard. Removal of this plate allows access through hole in floorboard to 
a conventional type of dip-stick oil gauge. Oil level should be kept at FULL 
mark at all times. Use engine oil of same seasonal grade as used in engine. 
For complete technical details, see May 29 issue of "Automotive Industries." 
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TRAILERS CUT FUEL ECONOMY 


Buick reports tests which show added fuel consumption where cars pull 
trailers— 


Speed Decreased Mileage 
20 M.P.H. 5.8 miles per gallon 
30 M.P.H. 4.7 miles per gallon 
60 M.P.H. 4.9 miles per gallon 


Lubrication problems are also more acute, as all parts are subjected 
to greater loads. It's a good thing to explain to operators of trailers. 


ELIMINATING SPRING NOISE ON NASH CARS 


Complaints of spring noises on 1937 Nash cars have been investigated 
by the Nash service department, which finds that the trouble is usually 
caused by the rubber bushing on the spring bolt at the front end of the rear 
springs. 


These springs are assembled to the rear axle before being attached to 
chassis. Before being attached to chassis, the springs have positive camber. 
When axle and springs are assembled to chassis, and body is put on, the 
springs change from positive to negative or reverse camber. While springs 
are assuming this position, the rubber bushing is naturally twisted to its 
limit. Driving over rough roads tends to give further negative camber and 
the rubber, twisted to its limit, must turn on the pin or in the spring eye. 
This produces the noise. 


The remedy is to loosen the nut on the end of the shackle pin and drive 
the car so that the pin can turn and unwind, so to speak, some of the twist 
in the rubber. After driving the car a short distance, preferably on a rough 
street, tighten the nut to its original position. 


IN GENERAL: New differential recommendations for the Chevrolet Comn. 
(GC)-1937-call for SAE 90 above zero, and SAE 90 plus 10% kerosene below 
zero. Special HYPOID Gear Lubricant may be used, if desired . . . The same 
recommendations are made for the 1937 Chevrolet 1% ton truck. . . Starting 
with Engine No. (approx.) H-37,377, an additional . fitting will be found on 
the Lincoln Zephyr 1937, to provide lubrication for propeller shaft front 
bearing, located just to rear of universal joint. Use Chassis Lubricant 
every 1,000 miles . .. The brake cross shaft bearing of same model on early 
production requires no lubrication. On part of later production a fitting 
will be found at bearing on each end of shaft. Chassis lubricant every 1000 
miles . . . The carburetor accelerating pump shaft, found on part of Packard 
120-C-1937—production,requires lubrication with graphite grease every 10,000 


miles. Push aside small plate on oil hole in top of casing. 


EVERY INSTITUTE MEMBER 
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TO THEM, A REPAIR JOB IS A CALAMITY 


The American Petroleum Institute every 1000 miles is insurance against the 
estimates that more than 12,000,000 car- necessity of paying out a big sum for re- 
owning families have incomes of from pairs. 
$20 to $350 a week. 

Consider for a moment the problem 
of these families. We realize this, but the average car im 

owner doesn't. And it would seem that as 

By denying themselves most § luxur- suppliers of lubricants, we have no duty 
ies and many necessities, they have more important than that of driving hore 
managed to give themselves the pleasure the economy of regular lubrication. Theat 
of an automobile — and no one be- such a program increases our business is 
grudges them its advantages. important, but beside the immediate point. § 

The main consideration is that every con- Bf 
ee pany has an obligation to those it serves § 
end in carrying on a _ constant educa- 

But to such a family, a major re- tional program, we are fulfilling our duty 
pair job is a catastrophe — an unexpect- to American car-owners. fo 
ed burden of expense that throws’ the im 
entire budgetary system out of kelter. * se 

We in the industry know that the The economy of regular lubrication is 
best way of avoiding such a calamity important to every car-owning family, but —% im 
is to have the car lubricated reguler- vital to the low-income family, in that pr 
ly. A small sum spent for lubrication it may forestall a repair bill which such Lul 

families cannot afford. 
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COOPERATION CHECK LIST rec 
she 

Ask yourself this question: Would it benefit my company if more and more motorists 
cultivated the 1000-mile lubrication habit? 

Com 


If your answer is "Yes", then you will agree that the objectives of the Institute 9% the 


deserve the cooperation of all member companies. to 
pro 
But cooperation begins at home. How do you stend on these questions —- thu 
por 
dig 
Your company probably publishes a house organ. Have you arranged pis 
with the editor to include the Institute's slogan and insignia? per 
Opp 
Your company issues bulletins to salesmen. Have. recent issues told cas. 
the story of the 1000-mile lubrication drive? 
tion 
Have you taken up with your advertising department the matter of fie] 
incorporating the insignia and slogan in advertisements, signs, be 1 
radio broadcasts and other forms of publicity? 
Given reasonable support, the Institute's 1000-Miles Lubrication Drive 
is certain to effect an increase in the sales of all member companies. But to ry 


gain our ends, every member must cooperate. Have you done your share? 
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